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Sweet Success at Rhino Foods, Inc. with Eureka! Winning Ways
 
Client Profile:
Rhino Food, Inc. (Rhino) is a specialty ice cream novelty and ice cream ingredient manufacturer
located in Burlington, Vermont.  Rhino has been in business since 1981 and employs 130 people.
 
Situation:
Rhino mostly makes specialty ice cream novelties and add-ins for other companies, but they do have
their own brand of novelties, as well.  However, because of their success with private label customers,
Rhino had not created any new product offerings of their own and continued to live off the success of
their cookie dough offerings. One of Rhino's largest private label customers changed their forecasting
for order quantities, resulting in a sharp decline in future sales.  Ted Castle, President of Rhino, knew
he needed to consider new ways to stimulate profitable growth and contacted the Vermont
Manufacturing Extension Center (VMEC), a NIST MEP network affiliate, to solicit their expertise. 
 
Solution:
After meeting with Castle and a team of Rhino employees, VMEC suggested Eureka! Winning Ways
as a perfect fit for helping them develop a reliable system for leading the development of more
profitable growth, including a pipeline of opportunities for growth, within their company.  Winning Ways
teaches manufacturing managers and their teams a scientific system for improving sales and
marketing effectiveness, how to develop new customers and markets, and how to create more
profitable products and services.  The part workshop, leadership training program, and accelerated
project management approach was embraced by Rhino.  A Rhino team of seven employees, as well
as trusted advisors from outside the company, participated in a workshop and created 48 ideas in four
hours.  Next, a scientific assessment of the top four ideas was done using a Merwyn Business
Simulation, and the two ideas most likely to succeed were identified.  Trail Blazing Action Plans for
those two ideas were then developed.  
Two teams were formed and coached by VMEC through a 30-day discovery process to validate those
ideas for development and delivery.  The teams worked on weekly action items and identified
obstacles to launching the two products.  At the end of 30 days, the entire team came back together to
review the data and decide whether or not to move the ideas into development.  The research resulted
in the team recognizing that neither idea was right for the business at this time.  In fact, the Trail
Blazing activity demonstrated in one case that a higher number of competitors existed than originally
identified.  By determining quickly that neither product offering was right for the company at the present
time, and nixing the ideas prior to production, a cost avoidance for the company of $50,000 was
realized.  
The initial results of the Eureka! Winning Ways project resulted in cost avoidance rather than
immediate growth in sales.  However, the Rhino team has continued with the Winning Ways process,
reorganized the original team and developed a new front end method to qualify opportunities for
growth. Using the fundamentals of Marketing Physics and Trail Blazing, the team is now able to quickly
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and effectively sort and filter ideas to identify those worth pursuing.  This reorganization also allows for
projects to move through faster and cheaper, accelerating growth for top line sales.
 
Results:
* Avoided $50,000 in costs.
* Projected growth in revenue by 15 percent.
* Retained 120 jobs.
 
Testimonial:
"The Eureka Winning Ways approach to innovation provides the best method I've experienced to
create ideas, refine concepts, evaluate market opportunities, and create clear positioning and
messages that resonate with customers.  The Eureka approach is part of our day-to-day operations
and we expect to roll out several new products over the next 12 to 18 months.  While many companies
have pulled back on innovation efforts over the last year, Rhino is charging ahead.  Without the Eureka
education from VMEC, we would not have the confidence to push innovation as a central driver for our
business."
Dan Kiniry, Marketing Manager
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